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Tato diplomová práce se zabývá online startup projektem Tigeroy.ru, který jsem založil 
v roce 2012 s cílem usnadnit a zpopularizovat alternativní vzdělávání v reálném životě 
na ruském trhu. Tým, který stojí za projektem, má za sebou krátký vývoj aplikace a 
nyní stojí před otázkou, jak s projektem nadále naložit. V práci se zabývám samotným 
návrhu produktu od počáteční myšlenky až po současný stav. Analyzuji veškeré chyby, 
které jsme se jako tým při práci na tomto projektu dopustili a navrhuji opatření a plán, 
kterým postupovat, aby projekt mohl fungovat a dále se rozvíjet. Výsledkem práce je 
také návrh podnikatelského plánu, který je vypracován za účelem informovat 
potenciálního investora o projektu. 
Abstract 
This master thesis deals with an online startup project Tigeroy.ru, which I founded from 
a reason to make alternative education in real life more popular and easier to find on 
Russian market during 2012. The team behind the project has already spent some time 
with development of the application and it is now faced up to a question what to do with 
the startup. In the thesis, I focus on the product development from the initial idea to the 
current situation. I analyse all the mistakes which we have made until now and offer 
further steps and a plan how to continue in developing the project in future. As the 
result of the thesis, there is also a proposal of a business plan which is created for the 
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It is the year 2013 and majority of people enjoy the most interesting and happiest period 
of human known history – with all advantages and disadvantages of the technological 
progress made just during a few last decades. If I consider people who live in developed 
countries like the Czech Republic, most of them can afford almost anything what they 
have ever dreamt about. There is no place around the world which would be 
unreachable just in couple of hours. Technological companies launch every day more 
powerful, ecological, faster and better products which help people to relax more and 
work less. There are not so many illnesses killing thousands and thousands people 
anymore and if so, scientists can react as fast as never in looking for a new ways of 
treatments. Thus, people’s lives are the longest ever. 
From the business point of view, the current period is surely the best and unique too. 
Corporate scene full of traditional industries like international banks, concerns 
producing cars on several continents, really huge mining and oil giants bring innovation 
and development as fast as never. Though, there is another industry which comes with 
changes, new approaches and innovation even faster and more successfully – it is online 
industry widely depending on the internet. The internet has dramatically changed 
everything what we have known until now in all conceivable ways. We all use it on 
daily basis to help, organize, improve and entertain our lives no matter if we wish or 
not. When we consider the internet has existed only since 1969, it is really remarkable. 
(Chapman 2009) 
Indeed, the internet has changed the way how people do and start businesses all around 
the world. Still a few years ago, anyone could start business in traditional industries to 
become a tailor, a painter, a cabinetmaker, a car repair relatively easily. Nowadays, 
anyone can become an entrepreneur in e-commerce, become a social media consultant, 
offer services 24/7 online or start a completely new business based on a unique idea 
with unlimited space for growth. Subsequently, that project can, even though does not 
need to generate any profit, be sold for millions dollars.   
Certainly, the ease of starting online business is astonishing. When I compare the 
situation in the Czech Republic and the rest of the Western world, we have not reached 
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our potential. Czech journalists have found out in the dictionary there is a word ‘start-up 
/ startup’ which is being happily used for any kind of online activity headed towards 
making money. It is not completely right of course and as a result, not only readers start 
to feel dizzy. When we look at Czech startup ecosystem, it is still new ‘industry’ in our 
territory which waits for more success stories from a global scene, besides those several 
known exceptions. 
1.1 Problem specification, objectives, methods and working 
procedure 
After a long consideration what this diploma should and should not contain, I came to 
the final decision I would like introduce the newest theoretical trends in startup industry 
to its readers. Due to my international experience I chose to focus the topic of this 
diploma not on the startup scene in the Czech Republic but go beyond that. Czech 
economy is small, open and very strongly oriented on export. I see the same situation 
with our online startups. And thus, due to a relatively small amount of users, Czech 
startups should try to succeed on a European level, even better globally. 
It has been several months when I decided to start my own startup project – to come up 
with an initial idea of creating a skill-sharing platform called Tigeroy.ru and place it on 
Russian market with later on a thought about expansion  to other countries, doing deep 
research, plan and develop the product, managing other team members, working really 
hard on pitching and improving presentation skills, trying to launch a working alpha 
version, gather feedback from mentors and potential users, give pitches, presentations, 
talk to foreign experts and at the end to find out there were so many mistakes made 
during all of the process. As a consequence, the project was turned to the ‘Sleeping 
mode’ several weeks ago. I found out that certain mistakes were so crucial during that 
startup path that it was nearly impossible to produce such a product what me and my 
team have been dreaming about on time. Fortunately, the ‘Sleeping mode’ in startup 
terminology does not mean the project is dead or gone. Many startups use this mode to 
recap, identify mistakes and try to reduce or even remedy them. 
Coming up with a startup means sometimes you are ready to make miracles – from 
nothing to create something valuable, even better something what users would be 
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willing to use and afterwards pay for it. In my case, I voluntarily added to all of these 
startup uncertainties an element which makes it even difficult - the project’s main 
market is Russia. How do you want to come up with such a business idea when you are 
located in the Czech Republic and cannot even speak proper Russian? 
Thus, the main objective of this diploma is a full description of the mentioned startup. I 
will focus on the early stage of the development from its beginning to the current 
situation and analyse my past decisions, mistakes and final outputs. Another objective is 
an elaboration of an executive summary of a business plan and then the whole business 
plan itself which could be presented to potential investors in case we would need an 
investment. 
I can imagine this master’s diploma provides valuable information for those students 
who will be willing to learn something new about startups, an international approach 
and Russian environment. 
Chapter two, Theoretical approach explores basics of startup terminology. To cover the 
most important topics and actual trends I work with several books written by main 
startup gurus Steven Gary Blank and Eric Ries who are considered as the most 
honourable and experienced persons within the global startup industry. Books written 
by them belong to ‘must read pieces’ for anyone interested in the topic. 
Chapter three, Analytical part naturally informs about the historical development which 
went hand in hand with interesting primary data collection during the process. It 
analyses the current situation of the project and most importantly the mistakes made all 
the way from the beginning. At the end, it comes with recommendations how the future 
development should be formed and focused. 
Chapter four, Proposal and Creation of the Product brings together all the information 
about the startup and how it was initially started up. It describes the process of creating 
a name, a brand and  the whole web application. Either the chapter three or chapter four 
are written from the time perspective of December 2012. 
And finally, chapter four, Business plan of the internet startup provides an opportunity 
to take a look at the way how startup online business plans are being customized for the 
needs of modern business practices. Due to startup essentials when a newly starting 
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business does not own any assets and launches sometimes so easily just with use of 
internet and contribution of enthusiastic people, business plans do not simply contain 
any deep financial data because there is no financial history and no certainty about the 





2 Theoretical approach 
2.1 Startup business 
Initially, I would like to start the theoretical chapter with a few terms which are 
essential for understanding of entrepreneurship and internet startups. As Wadhwa et al 
(2009) presents in his research The Anatomy of an Entrepreneur, company founders 
tend to be middle-aged and well-educated, come from middle-class or upper-lower-class 
backgrounds, and were better educated and more entrepreneurial than their parents. His 
team made these conclusions based on a survey of 549 company founders in a variety of 
industries. However, when we consider a new generation of entrepreneurs, those who 
need only a laptop, internet connection and their own time to start a project which 
transfers later on to a profitable business in internet world is a new and totally different 
approach. To get one and correct definition of what is the entrepreneurship or who is in 
fact an entrepreneur is not easy. 
There is no generic definition of the entrepreneur; however there are many definitions 
which use the same core values.  
For example, Peter Drucker (2007) does not consider entrepreneurship as a science or 
art. He agrees the main goal in entrepreneurship is not about making profit but it is 
about flexibility, creativity, imagination, willingness to think conceptually and the 
capacity to see change as an opportunity. On the other hand, there is an older definition 
made by Joseph Schumpeter (1934) who defines entrepreneurship with emphasis on 
innovation - new products, new elaboration methods, new markets or new forms of 
organization. An entrepreneur should not be confused with a self-employer which is a 
person who works for himself, alone or as a member of some team. Then the business 
model is simple and eats the entire person’s time. (Karpenko, 2012). A self-employer 
can be a coach, hairdresser, web-designer, or programmer. As many text written about 
entrepreneurship is out there as many truths and untruths were written about what is and 
what is not a startup.  
There are millions of companies started every year all around the world but not every 
founded company is a startup. Only a tiny percentage are startups. Most of the services 
like pubs, electricians, hairdressers are not startups. A hairdresser saloon is not designed 
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to grow fast. Startups are designed to grow fast. Most of the startups fail. To grow fast, 
a company needs to make something which can find a big market. (Graham, 2012) 
In other words, Steve Blank (2010) simply describes it like that: “A startup is an 
organization formed to search for a repeatable and scalable business model.” Then the 
main product of startup is the company itself – either its business idea or the team 
behind For those, who are not familiar with startups but would like to start their own 
business, is the most difficult to come up with a business idea. On the other hand, 
people involved in startups say it is not the idea but the people – the team who can 
execute the idea and make a business based on that. 
There can be one significant difference between a classic business and a startup 
business. The classic business has to be always profitable. If there is no profit during 
few first months the business is driving to bankruptcy. On the other hand, a startup does 
not usually earn enough money at the beginning of its life but then when it gets traction 
it grows up exponentially. Thus, we can see an interesting fact – most of startup projects 
can survive without any external funding for first couple of weeks or months due to 
relatively cheap initial costs for starting a startup or getting founders’ own funds for 
running the business. (Blank, 2010) 
 
 




According to Blank (2007: 23), there are four types of startups: 
- Startups that are entering an existing market. 
- Startups that are creating and entirely new market. 
- Startups that want to resegment an existing market as a low cost entrant. 
- Startups that want to resegment an existing market as a niche player. 
 
2.1.1 Entrepreneur 
Niraj Shah, CEO and Co-Founder of Wayfair.com, says: “Anytime is a good time to 
start a business if you have a great idea you are excited and passionate about, and there 
is a need for it in the market. Monitor the economic landscape extremely closely, as 
uncertainty may cause some entrepreneurs to hold back, giving you more room to get 
started. At the moment, it’s such an explosive time with major technology change, 
(Internet, mobile) that the opportunity for disruption is high. Remember, successful 
disruption equals great company success.” (Mulvey, 2012)  
According to Niraj, the current time is just perfect for starting up an own business. For 
years, opinions and minds of our generation has been shaped by teachers at universities, 
successful international corporation and their methods, models and beliefs about the 
fact, that the only career which can bring the most of benefits is to follow a path of 
numerous corporations – study hard, do internships and then get hired by a big company 
and work until you retire. Apparently, there is a lack of entrepreneurship education. The 
situation around entrepreneurship has been getting better with a higher internet 
penetration, changing of consumer behaviour and recent success stories of big 
companies merge smaller projects founded even by students.(Mulvey, 2012) 
According to Burns (2001: 78), individuals interested in becoming entrepreneurs should 
possess these skills: 
- stamina, 
- commitment and dedication, 
- motivation to excel, 
- opportunism,  
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- tolerance of risk and uncertainty. 
The analysis of which of these skills are most important could be composed as a single 
thesis but from my own experience I evaluate stamina and tolerance of risk and 
uncertainty as extremely important because they determine if a certain project is going 
to last and become successful or not. Firstly, people want everything as fast as possible 
but it is worth to remember success does not come over a night. The real progress can 
be done by not giving up. Sometimes, it is said that people can get successful only in 
case of trying, trying and trying once again. And secondly, you can ask any startuper in 
the world if he is tolerant of uncertainty. He would probably smile and say: ‘Of course I 
am otherwise I would not be here!’. There is nothing emotionally harder than being a 
founder of a startup - you are simply on the top one day but already next morning you 
want to close the business and start doing something else because everything is wrong. 
It is so easy and incredibly hard to be under pressure due to expectations of all 
stakeholders - team members, investors, customers and many others. Everything 
changes quickly in startup environment. (Ries, 2010) 
When we consider entrepreneurship of new generation, it is always interesting what 
successful entrepreneurs say about their roles. RJ Sherman, Co-Founder of Brand 
Yourself says: “Being an entrepreneur isn’t about the potential financial gain because 
most likely, for most ventures, there won’t be that much financial gain. I pursued a life 
of entrepreneurship so that I could always learn new things and explore cutting edge 
technology and businesses.” Or Jordan Edelson, CEO of Appetizer Mobile who thinks 
that: “Entrepreneurs typically live a lifestyle in which their business takes priority. They 
make personal lifestyle sacrifices to accommodate and support their dream. The 
defining factor ultimately comes down to having a passion and commitment required to 
deliver from conception to execution.” (Ruby, 2012) 
 
2.2 Why startups fail 
Failure is a big part of the startup game and it is a vitally important part of the startup 
ecosystem. It might be as important as startup success. A purpose of startups is trying to 
bring a new product to markets. It is one of the hardest possible business tasks ever. In 
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case a big corporation wants to bring a new product to market, it usually spends months 
or maybe even years of doing market research so it can be sure to get right traction. 
Moreover, it has a great marketing budget to use, wide brand awareness and often 
existing relationships between its brand, partners and customers. Sometimes, all of that 
do not mean it would be successful at the end. On the other hand, startups do not have 
that much money and time to do deep market research. They usually try something and 
if it does not work they just change their initial approach, market or even the whole 
idea. Startupers use the term ‘pivot’ for it. It basically means to stop working on the 
running project because it just does not work and in the same time the founders have 
still support of their team or investors who provide the money and try to do something 
else. Most startups have to pivot at least once until they transfer their initial ideas to 
something meaningful and successful. Twitter for example had to pivot too; it started as 
a video aggregation site called Odeo. (Xavier, 2012) 
Some startups do not have any other option than to pivot, and pivot and pivot a bit 
more. At the end, some big companies like Google or Apple buy them because they are 
interested in those engineers, not the ideas. I know an example of such a team too. They 
burn lots of money and time and they still do not have even a working beta version due 
to all and never ending changes and pivoting. 
Pivots though come in different ways. Some people sometimes use that word as a 
synonym for change.  In fact, it is a special kind of change which is designed to test a 
new hypothesis about the product or business mode or engine of growth. Apart from 
less existing pivot ways such as Platform Pivot, Business Architecture Pivot or Value 
Capture Pivot, these are the most common(Ries, 2011: 172-176): 
- Zoom-in Pivot – when a feature in a product becomes the whole single product. 
- Zoom-out Pivot – on the other hand, the whole product becomes just a single 
feature of a much larger product. 
- Customer Segment Pivot – the product solves a real problem for real customers 
but these customers are not the originally planned to serve. 
- Customer Need Pivot – the problem which the startup tries to solve is not very 
important for customers. Thanks to tight relationship with customers,                   
a discovery of other related problems comes by and solves it. 
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When you ask any angel investor or VC about a failing rate of startups, you usually get 
an answer with high percentage – around 75 – 90%. I have heard many times this 
statement: “Just one of ten projects which we funded covers all the lost money we lost 
on the other projects and maybe two of them can return us the invested money. All the 
other projects will never take it further”. David Barrett (2013) agrees with even higher 
number - 95% of all startups utterly fail with no return to investors. That is why venture 
capitalists have a portfolio theory according to it they invest in 20 companies with the 
expectation that 1 will pan out. 
The Startup Genome, which is a R&D project to understand why startups fail, came 
with the answer in 2011. After researching 3 200 high-growth tech startups, it turned 
out the most startups failed dues to self-destruction. In reality, the startups scaled 
prematurely one or more of these dimensions: customers, product, team, business 
model, or funding. Examples for scaling prematurely from the study are(ONeal, 2012): 
- “Spending too much on customer acquisition before product/market fit and a 
repeatable scalable business model. 
- Investing into scalability of the product before product/market fit. 
- Adding “nice to have” features. 
- Hiring too many people too early. 
- Raising too little money. 
- Raising too much money. (The study notes that this isn’t necessarily bad, but 
found  that usually it makes entrepreneurs undisciplined and gives them the 
freedom to prematurely scale other dimensions.) 
- Focusing too much on profit maximization too early. 
- Over-planning, executing without regular feedback loop. 
- Not adapting business model to a changing market.”  
 
2.3 Lean Startup 
As mentioned above, we live through a worldwide entrepreneurial renaissance, there are 
more entrepreneurs running their businesses today than any preceding time in history. 
Though there is risk as well. We basically lack a coherent management paradigm for 
21 
 
innovative ventures.  We read about success stories but for each one there are far too 
many failures – hot startups which appeared in the press are forgotten months later, 
awesome launched products nobody buys etc. The thing is all of these failures generate 
vast economic damage to involved employees, partners and investors. In other words, it 
has been a significant waste of the most precious resource what we have – the time, 
passion and skills of its people. The lean startup approach comes to eliminate these 
failures and makes the process of starting a company less risky. Originally, the lean 
startup got its name from the lean manufacturing revolution that Shigeo Shingo and 
TaiichiOhno developed at Toyota. (Ries, 2011: 18-21) Then, it was an entrepreneur Eric 
Ries with help of other entrepreneurs who delivered the first methods tailored on needs 
of startupers – sometimes his book “The Lean Startup” is called “Bible of each startup”. 
Eric Ries is titled as a father of the lean startup methodology. Lean startup methodology 
is taught at such universities as Harvard, Stanford, and Columbia/Berkley. There was 
even created a worldwide workshop series called Lean Startup Machine, an intensive 
three-day session, which teaches entrepreneurs and all other interested people how to 
create an MVP (minimum viable product) and develop their ideas.  
The methodology favours experimentation over elaborate planning, customer feedback 
over intuition and iterative design over traditional “big design up front” development. 
Although the methodology is just a few years old, it has quickly taken root in the startup 
world, and business schools have already begun adapting their curricula to teach 
them.The lean start-up movement has not gone totally mainstream, however, and it feels 
it gets full impact. (Blank, 2013) 
Lean methods are changing the language start-ups use to describe their work. During 
the dot-com bubble, startups operated in the mode when they were exposing prototypes 
to customers only during beta tests. On the other hand, lean startup methodology 
ensures that the customer feedback matters the most and leads to better results. 





Figure 2 Build-Measure-Learn Feedback Loop(source: modified according Ries, 2011, p.75) 
 
The initial step is figuring out the problem that needs to be solved and then developing 
an MVP to begin the process of learning as quickly as possible. Once the MVP is 
established, a team can work on tuning the engine. This would involve measurement 
and learning and must include actionable metrics that can demonstrate cause and effect 
question. The beauty and must behind the loop is its timing – each iteration has to be 
done as fast as possible.  
There are still startups out there that do not work with the lean method and MVPs and 
instead of building – measuring – learning processes focus everything on building and 
trying to develop something which is not needed by customers at the end. This ‘wrong’ 
method works with Product Development Model and I will write about it a bit later. 
Unfortunately, we made the biggest mistake with our skill-sharing platform already in 
this point. Instead of developing an MVP (which we really wanted), we wasted precious 





According to Blank (2013), the lean method involves three key principles: 
Entrepreneurs should accept all what they have on day one – all the untested hypotheses 
– basically, good guesses what, where, why, what for they want to do it instead of 
engaging in months of planning and researching or even worse writing vast business 
plans. Founders summarize all their hypotheses in a framework called a business model 
canvas. The diagram tells how a company creates value for itself and its customers. The 
canvas can be considered as an initial step in the startup process. 
 
 
Figure 3 The Business Model Canvas (Source: Osterwalder, Pigneur. Available via: 
www.businessmodelgeneration.com/canvas) 
 
As the second part, a “get out of the building” method should be practiced to test the 
initial hypotheses with real potential customers. This approach is called customer 
development and I will write about it in the following chapter. They go out and ask 
potential users, purchasers, and partners for feedback on all elements of the business 
model, including product features, pricing, distribution channels, and affordable 
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customer acquisition strategies. The emphasis is on speed: New ventures rapidly 
assemble minimum viable products and immediately derive customer feedback. Then, 
using customers’ entries to revise their assumptions, they start the cycle over again, 
testing redesigned changes and making small adjustments or more substantive ones 
(pivots) to ideas that are not working. (Blank, 2003) 
And finally the third part, lean start-ups practice something called agile 
development, which originated in the software industry. Agile development works 
hand-in-hand with customer development. Agile development eliminates wasted time 
and resources by developing the product iteratively and incrementally. It is the process 
by which start-ups create the minimum viable products they test. 
 
2.4 Product Development Diagram 
This model has been using since the 1950s and become an integral part of startup 
culture. Of course, the diagram looks helpful and clear at first – illustrating the whole 
process of launching a new product to a market. There is irony behind this development. 
The model is practically valid when a company launches a new product into a well-
established and defined market, where competitors and customers are known. In fact, 
only a small percentage of current startups fit these criteria. From my experience, I 




Alpha/Beta Test Launch/1st Ship
 
Figure 4 The Product Development Diagram (source: Blank, 2007:2) 
 
This model is basically used by almost every company launching a new product and 
also lots of companies have failed by following its phases. The first problem can appear 
even in its name – a product development. It is not focused on a sales or marketing 
model, a customer acquisition model or a financial model and still it is used to manage 
all of these activities.  Moreover, let me describe what the main flaws of this model are. 
(Blank, 2007: 5) 
25 
 
1. Missing the customers 
The current diagram totally ignores the startup fundamental truth – the greatest 
risk of getting fail – lack of customers and a proven financial model. Why 
building a product which will not be used by customers who are not willing to 
pay for it? 
 
2. First Customer Ship Date 
The model encourages sales and marketing staff to focus mainly on the first 
customer ship date but in fact, by this date, the product development is not 
finished. Nobody was talking to customers before and thus, nobody knows what 
the customer’s expectations and further wishes or advices for improvement are. 
The company even does not know how to market or sell it to them. 
 
3. Emphasis on execution instead of learning and discovery 
Before a company sells any product, it needs to ask itself very basic questions 
such as: What is the problem the product solves? Do customers find the problem 
important or must have? Who do we make the first sales call on? What’s the 
average order size? Any many more. 
 
4. Lack of sales, marketing and business development milestones 
Even though the model brings the clear milestones like the alpha and beta tests, 
the first customer ship but in contrast, all sales and marketing activities before 
the first customer ship are without clear objectives, fuzzy and are not 
measurable.  
 
5. Every startup is different 
As I mentioned in the chapter 2.1, there are 4 types of startups which differ from 
each other by customer adoption and acceptance, sales and marketing strategies. 
Even their market types are radically different.  
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Steve Blank (2007, 12) states even five disadvantages more in case of using the product 
development method to develop a startup in current conditions but if the product 
development diagram is not the right road map, what is then?  
 
2.5 Customer Development Diagram 
The product development diagram is outlined that a company can go only from left to 
right – forward. It is considered as a failure if it goes backwards. No wonder most 
startupers are embarrassed when they fail and have to learn it again. On the other hand, 
the customer development diagram is natural and valuable to cycle through each step 
until they are ready enough to go on to the next step. 
 
Figure 5 Customer Development Model (source: Blank, 2007: 19) 
 
Once whencustomer feedback reveals that its initial business hypotheses are wrong, it 
either revises them or ‘pivots’ to new hypotheses. Once the desirable model is proven, 
the start-up starts executing, building a formal organization. Not before. Each stage of 
customer development is iterative: A start-up will probably fail several times before 




1. Customer Discovery 
Founders transfer initial ideas into business model hypotheses, furthermore test 
the assumptions about customers’ needs, and then create an MVP to test the 
proposed solution of the customers’ problem. 
2. Customer Validation 
In the next step, the startup goes on testing all other hypotheses and tries to 
validate customers’ interest via early orders or product usage. If there’s no 
interest, the start-up can pivot by changing hypotheses and repeat this step again. 
3. Customer Creation 
After all communication with potential customers, testing and pivoting, the 
product is finally perfected enough to be sold. Using its proven hypotheses, the 
startup builds demand by rapid marketing and sales spending, and scales up - 
grow the business. Its goal is to create end-user demand and drive the demand 
into the ready sales channel. 
4. Company Building 
It is a time when the company transitions from its informal customer 
development team into formal departments with VPs of Sales, Marketing and 
others. The fully professional team focuses on building a regular business while 
exploiting the company’s early market success. 
 
2.6 Business plan development 
Even though, Koráb and Mihalisko (2005) describe a business plan as a written 
document containing all significant external and internal factors, which are connected 
with creating and starting the company, it still does not change anything on the 
following fact. There is a huge difference when a business plan of a classic business and 
internet startup business would be compared. 
Blank (2013) says that „A business plan is essentially a research exercise written in 
isolation at a desk before an entrepreneur has even begun to build a product. The 
assumption is that it is possible to figure out most of the unknowns of a business in 




In the classic business, it is usually the first thing what an entrepreneur starts doing 
when he gets the initial business idea. While he writes the business plan, he develops 
the idea towards the final products – he does research, writes down these thought and 
goes step by step some uniform form of a business plan. It is a static document which 
describes the size of the opportunity, the problem trying to be be solved, and the 
solution that the venture will provide. Typically it would include around a five-year 
forecast for income, profits, and cash flow. At the end, the business plan has two 
functions – internal for him or other team members and external when the entrepreneur 
wants to present it to any third person. The business plan is needed in terms of asking 
for funding money at banks, angel investors or venture capitalists etc. It is common that 
the business plan is the first thing which a banker asks for.(Blank, 2013) 
When an entrepreneur obtains funding money from investors, he starts the development 
process. He hires developers who invest thousands of man-hours to launch something 
which they think it is the right thing. Only, and that is crucial, after building and 
launching they get substantial customer feedback when sales reps try to sell it. As a 
result, entrepreneurs learn the painful truth that customers do not really need the product 
or at least some of its features – all of this after several weeks or months of burning 
money.  
So after years and years of this apparently wrong approach towards developing products 
and asking for money, the entire startup scene has learnt this(Blank, 2013): 
- Business plans rarely survive first contact with customers. It was Mike Tyson 
who told about his opponents’ prefight strategies: “Everybody has a plan until 
they get punched in the mouth.” 
- No one besides venture capitalists and the late Soviet Union requires five-year 
plans to forecast complete unknowns. The usual practice is based on fiction and 
dreaming them up is almost always a waste of time because no one can predict 
the financial figures in that way. 
- It is often thought that startups are smaller versions of large companies. It is not 
true. They do not unfold in accordance with master plans. The ones that 
ultimately succeed go quickly from failure to failure, all the while adapting, 
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iterating on, and improving their initial ideas as they learn from customers all 
the time. 
 
2.6.1 Business plan requirements 
All in all, business plans are brief, transparent, simple, and accurate. There are lots of 
step by step manuals which help how to write the balanced business plan for every 
industry. Nevertheless some points should be abided by (Fotr and Souček, 2005): 
- highlight advantages of products/services, 
- focus on future – developmental trends, expansion and so on, 
- credibility – not only the analyses but also the team, 
- feasibility – guesses and suggestions are realistic, based on real numbers and 
calculations, 
- formal correctness – avoid mistakes, different styles of writing and so on. 
 
2.6.2 Types of business plans 
I would not consider these as business plans though. An elevator pitch can be a part of 
an executive summary which takes a part in full version of the business plan. There is 
still the categorization made by Czechinvest (2005): 
- Elevator pitch, 
- Executive summary, 
- Shortened business plan, 
- Full version of a business plan. 
Elevator pitch 
An elevator pitch was born in Silicon Valley and is used on daily basis in the Czech 
Republic. Most probably, if you visit any startup event you will hear many elevator 
pitches. It does not appear in written form. The aim of the elevator pitch is briefly 
introduce a person, a team or a project and get someone’s attention who has never heard 
about it. The length should not be longer than 1 minute. The more original it is, the 
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better because investors hear many elevator pitches every day. The successful elevator 
pitch should attract the listener and end up with exchanging business cards. 
Executive summary 
An Executive summary provides a written form of a business plan. The recommended 
length is around 2 pages and should highlight mainly these facts: 
- a product description, 
- a market segment description. Business model, 
- the team, 
- what type of investment is required, 
- the concrete offer with contact information. 
 
Shortened business plan 
Shortened business plan extends the executive summary. Some investors might not even 
see the full version of a business plan because it is simply too long. It provides more 
comprehensive perspective on the idea, investment, management team, product etc. It is 
recommended to give a full version of the business plan only to hands of seriously 
interested persons after the initial talks and introductions.  
Full version of a business plan 
But what really should be in the startup business plan when it should differ from 
business plans for classic businesses? During my internship at Startup Wise Guys in 
Estonia, I have met many starting or even successful entrepreneurs and we basically 
agreed on the simplest version based on this: 
1. Who - who is running the show. 
2. What - products or services. 
3. Why - customers, market segments, value proposition. 
4. When - road map, projections, goals. 
A full business plan usually consists of an executive summary, a detailed description of 
a project/product, an analysis of external and micro environment, a competitor analysis, 
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3 Analytical part 
3.1 Historical timeline 
Firstly, it is necessary to set up the time scale of the startup project Tigeroy.ru. The 
whole idea came up during April-May 2012 with the following development during the 
summer months. The development peak took place during 7 weeks in July and August 
where the startup was accepted to the SUMIT Summer School accelerator in Saint 
Petersburg. Afterwards, during September and hereafter the development started to drop 
off due to our absence in Russia. Finally, the current situation can be determined as 
December 2012 – when I started writing this master’s thesis. Then the time axis looks 
like this: 
Apr-12 Dec-12
May June July August September October November December
Initial Idea
SumIT SPb Presence+2 Team Members
Demo Day+ Programmer
Thesis writing







MOOD AND EXPECTATIONS DURING THE PROJECT
 
Figure 6 Time with Mood Graph (source: own elaboration) 
The life of each startuper is determined by mood within the team, incoming successes 
and failures (good and bad news). It usually changes very quickly – from day to day. 
The graph basically correlates the project timeline when all the main moments like 
when a programmer joined the team, when we got accepted to the summer accelerator 
or when we found out I had to move Russia. 
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3.2 SUMIT Summer School 
SUMIT is an educational and accelerating program for technology entrepreneurship 
aimed at creating an environment wherein startups have the greatest potential for 
success – offering a common open space area, providing free educational 
entrepreneurship lessons, lawyer advices, mentoring meetings with successful Russian 
and also foreign entrepreneurs. In spring 2013, there was already the fourth batch of the 
program. So far, more than 50 projects have gone through this program, 10 projects 
have got funded (20 – 200 thousand $) and 75 mentors and experts have got involved. 
(Kudinov, 2013) 
We got accepted to the third batch of the program which was running from 23.7.2012 to 
31.8.2012. I applied with an idea, a few mock-ups, graphic outlines and a short-term 
plan during July. I left my two team members in the Czech Republic and moved for 
couple of weeks to Russia – to get accepted and then work from the common open 
space area. The main application process was held during the weekend before the 
program started. I persuaded 15 mentors whom I gave 2-3 minutes long pitches about 
the project to go through the process with a further public 6 minutes presentation. 
Finally, I was successful, even though I was the only foreigner with a language barrier 
and plus the presentation was completely in English, and Tigeroy.ru was evaluated as 
one of the most interesting projects among 12 others.  
 
3.2.1 Real contribution of the program 
Though, it was already the 3rd batch of the program and organizers were trying to be as 
helpful and professional as possible, it could be done much better in many ways.  
Language barrier 
Even though I could understand Russian well, I was still fighting with the language 
barrier among the other participants. The working progress is much slower when you 
are forced to translate every communication from Russian into English and vice versa. 




Startup environment in Russia 
Russia is like any other European country about startup boom – the hype is still 
growing: young people get interested in entrepreneurship, new investors want to invest 
into starting projects, media and mainstream audience discover startups etc. I noticed 
Russia has all of the mentioned aspects expect one – smart money. Russia is richer than 
it was ever before thanks to oil and gas and thus, there are many millionaires and even 
billionaires but almost none of them are ready to invest their money into sometimes 
unsure startup projects. If we look at the situation in the Czech Republic, there is a 
completely different situation though the market is really small. During the past years, 
there were many entrepreneurs who sold their online business and realized they could 
invest the earned money back into new projects. Russia lacks this sort people with the 
same approach. 
Demo Day/Support 
Our team was expecting way too much from the final event - Demo Day. We expected 
potential investors, at least some online or offline publicity and really show the product 
to real users. But nothing happened. Therefore, I see the main contribution of taking a 
part at SUMIT Summer School in being physically in Russia – to meet potential 
Russian users, get surrounded by similarly thinking group of people, see how Russian 
market looks like and works in real and notice the huge size of it. 
 
3.3 Primary data collection 
I have always ascribed an important role to primary research every time I came up with 
some new and ‘revolutionary’ business idea. Usually, there can be already some 
elaborated data available in the internet but the most accurate data can be got directly 
from potential users. The lean startup process is based on this assumption anyway – to 
come up with a basic hypothesis or create an MVP and go out and ask potential 
customers, collect data and feedback and subsequently deduce conclusions. If needed, 
then iterate the whole process again. Thus, the directly collected data from potential 
customers are very valuable already during the initial consideration about a project. 
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3.3.1 Russian heroes survey 
The process of creating the name of the project, which we found extremely important 
obviously, is being described in the chapter 4.1.1. Before we decided about associating 
it with a hero topic and a rocket in the logo I had made a short survey when I asked 
Russian people how and what they associate with Russian heroes. 
The survey was running for three weeks in June 2012 and consisted of 10 questions 
where majority of answers were freely written options. The respondents were young 
people 18 – 35 years old with knowledge of English, university education and strong 
online habits. In total, I got 42 responses. The findings from this survey corresponded 
with my hero/rocket intentions. 
 
Figure 7 Who do you consider as a hero? (source: own elaboration) 
 
These charts are not very important but though it was interesting to find out this specific 
information about Russian thinking. The biggest heroes were soldiers, cosmonauts and 
sportsmen for the most of the respondents. This finding showed me, though a logotype 






















Figure 8 Hero focused survey (source: own elaboration) 
 
3.3.2 Online payment systems 
When I tried to outline the money flow with the business model I was not sure how 
developed the market is with online payment methods. Of course, I researched some 
secondary data but again I wanted to get responses directly at least from 30 people. 
There are more than 61.4 million of online users in Russia. (New Media Trend Watch, 
2013) This number makes Russia the biggest online population in the whole Europe. It 
is a remarkable number but it is not so great with online payments. The recent numbers 
from 2012 say that one in eight Russians use a plastic card for online payments. 
(Payboutique.com, 2013) 
The survey was running for 2weeks in July 2012 and consisted of 8 questions focused 
on online purchases and their payment methods. The respondents were young people 18 
– 35 years old with knowledge of English, university education and strong online habits. 
In total, I got 80 responses.  
I asked simple and basics questions about online purchasing goods. From 80 
respondents, there were 52 who have bought something online and from these, 73% 
paid online. That means only 27% customers paid for their goods in any of offline ways 
– upon delivery to their places or they picked them up in a store. 
70% 
30% 












Figure 9 Purchasing and paying online survey (source: own elaboration) 
 
From all of the respondents who have paid online for the goods, overwhelming majority 
purchased touristic services – accommodation, tickets, and holiday packages. 31 of 
them purchased electronic goods (laptops, TVs or other equipment) and 23 of them 
purchased clothes, shoes or other fashion goods. 
 
Figure 10 Products purchased online (source: own elaboration) 
 
Finally, I was interested what online method respondents used. 100% of those who have 
ever purchased any good online used a credit/bank card. Furthermore around 60% of the 
purchasers also used other online payment methods WebMoney and Yandex.Dengi 
65% 
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which are also the most used alternative online payment methods. Paypal is not widely 
used in Russia because of the lack of Paypal support. 
 
Figure 11 Online payment methods (source: own elaboration) 
 
3.3.3 Skill-sharing survey 
I was running the last survey during my time at SUMIT accelerator in August and it 
consisted of 12 questions focused on master-classes, skill-sharing and learning methods. 
The respondents were young people 18 – 35 years old with knowledge of English, 
university education and strong online habits. In total, I got 60 responses.  
Firstly, I was interested if my respondents have ever attended any master-class. A term 
‘master-class’ is used in Russia for a classes organized and taught by a professional 
teachers. It is most common used for craft or creativity classes (knitting, painting, 
sewing etc.). Master-classes are also all language, cooking or driving classes. 82% of 
the respondents stated they have attended any kind of master-classes in their lives. This 
number is rather strong and shows that additional education is very popular in Russia. 









How have you paid for online goods? 




Figure 12 Master-classes attendance (source: own elaboration) 
 
From all the asked questions, there is one more which is worth to publish. I was 
interested in the aspects according to people choose their master-classes or personal 
teachers. 40% of respondents stated that the most important aspect is price. Learning is 
a price sensitive business, follows with a teacher’s knowledge - 25% and his 
professional behaviour- 23%. 
 



























3.4 Google Analytics 
Google Analytics is a powerful tool offers various possibilities of analytical insights 
about user’s behavior. We have implemented it into the public alpha version. 
3.4.1 Landing page 
As I describe in the chapter 4, Tigeroy.ru was using a landing page in July. During this 
period, we reached a very nice conversion rate of 14% and collected 96 email addresses 
which we used to send a newsletter when we were launching the public alpha version at 
the end of August. 
 
Figure 14 Landing page conversion rate (source: Launchrock Analytics) 
3.4.2 Public alpha version 
This chart presents the number of unique visitors at Tigeroy.ru from its launch to 15
th
 
December 2012. There were 1662 unique visitors of Tigeroy.ru during this period.  
 
Unique Visitors 1662 
Visits 2187 
Page views 5652 
Pages/Visits 2.20 
Avg. Visit Duration 1.38 min 
Table 1 Google Analytics Insights (source: Google Analytics) 
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The first peak on the chart is my attendance on the Application SUMIT event where I 
was pitching to the mentors. The second peak shows the time around the Demo Day in 
the end of August when we prepared the alpha version with the first classes. This ‘small 
and short hype’ was declining during September. Practically from October to 
December, there was no traffic at Tigeroy.ru. We experienced several blackouts when 
the website was not online and we have lost traction with the Russian market.  
 
Figure 15 Number of visitors August-December 2012(source: Google Analytics) 
 
3.5 Current situation 
The website has been operating since the end of August till October 2012 without any 
technical difficulties. As mentioned above, there was no traffic routed to Tigeroy.ru 
from October to December 2012 that was caused by technical problems and a loss of 
traction with potential customers and Russian market. In the following chapter 3.6, there 
are going to be analyzed the main mistakes which led to the current - not really positive 
– situation. 
Nowadays, the website is technically stabilized – that means Tigeroy.ru is accessible 
without any technical difficulties. During November 2012, we suspected that this state 
is going to happen. Since then, we have re-edited the status of the project and we named 
it as: ‘Sleeping mode’. Unmistakably, when any project is primarily focused on a 
particular market it is crucial to be physically on that market. Unfortunately, the 
summer adventure at SUMIT has been ended in the beginning of September and I have 
not got any other chance to return back. Furthermore, the community manager who was 
supposed to manage relationships with potential teachers and search PR opportunities 
got a full-time job offer and could not dedicate her time to Tigeroy.ru. 
42 
 
We knew that the wide offer of classes was one of the most important elements of the 
project. We have established communication with 15 teachers during August and 
September but we could publish 7 classes organized by 7 teachers. None of the teachers 
have ever seen any student. Their classes were published and are still available online.  
 
The low level of development could not secure a problem-free user access to sign up 
students to the system with follow-up registrations of classes. Due to all the bugs which 
were not still solved we were not able to implement an online payment gate to accept 
payments from registered students. It is a shame; we had practically stopped developing 
the application before we could bring a single paying customer for any class. 
 
3.6 Main mistakes 
In the subchapter, I would like to analyze the main mistakes which we have done on our 
way of creating Tigeroy.ru. 
 
MVP and Lean approach 
In the chapter 2.3 Lean Startup in the theoretical part, I describe the importance of an 
MVP (minimum viable product) and the lean approach as a whole approach towards 
building a successful startup. 
Though I was a startup beginner back in spring 2012, I did know about an MVP, my 
team did know about an MVP but still if I should decide what was the main and most 
painful which we have made then the absence of creating and launching an MVP was 
crucial. We wanted to differentiate our product form the other similar projects which 
were already online – we wanted to combine the best features of the original projects 
like skillshare.com, gidsy.com or naucmese.cz. This approach would not be wrong but it 




Of course, we had many meetings about the product development and there were 
moments when we added or cancelled features on a daily basis.  
The initial MVP version 1.0 was supposed to include only these basic elements of the 
product: 
- homepage with basic information, 
- list of all classes, 
- class details with teacher’s data, 
- teacher section where they would get basic information about planning a class 
and our help. 
To create this initial framework, fill it in with data and then go to potential users and ask 
them what they think about it, would take maximally a few weeks. In case of finding a 
person willing to create his own class, we would enter and create his classes manually. 
In the version 1.1, there could be already these features: 
- Working reservation system including online payment gate. 
- Linkage with social networks Facebook, Vkontakte and Twitter. 
- Fixed bugs and processed comments from the MVP 1.0 users’ feedback. 
Subsequently, then we could have taken interest in other more advanced features for the 
version 1.2 and others: 
- user registrations, 
- automatic class creation by teachers, 
- user dashboards + teacher’s profiles, 
- statistics, recommendations etc. 
Instead of this apparently logical step by step development with this general lean startup 
process, we wanted to deliver a whole product in once (with a further plan for future 
development of course). 
Thus, we spent 5 weeks working on sketches – creating mock ups, frameworks, 
databases and initial graphic output. In the beginning of July, I finally found a back-end 
developer and then spent 8 weeks of developing the following version. 
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The list of features which we were trying todevelop and deploy to the first version: 
- user registrations, 
- class adding and editing by teachers, 
- user dashboard, 
- teacher profile, 
- online payment system, 
- statistics, 
- hero power indicator (evaluating a teacher by several factors), 
- user feedback. 
The list of features which we were planning to develop in future: 
- Super Hero feature, 
- paid promotion for schools/professionals, 
- paid visibility differentiation of classes, 
- Conference days, 
- combination of online x offline classes, 
- e-wallet option, mobile app, 
- new destinations – other Russian cities, Kiev, Tallinn, Helsinki. 
 
Team  
It is said the management team might be the most important element in the life of each 
startup. When the team cannot execute and deliver the results the startup idea can be no 
matter how great and unique but it fails anyway. 
In our case, we have a CEO, who presents the company to the outside world, manages 
other members and deals with potential customers, partners and investors. Then there is 
a CTO – a graphic and front-end programmer who delivers all the graphics. A back-end 
programmer codes the core and functionalities of the system. And finally, there is a 
community manager, a Russian native speaker who translates all the documents and 
deals with potential teachers and other stakeholders in Russia. 
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Thus, I evaluate the team as a whole to be qualified enough to deliver the project to its 
final phase. There had to be other mistakes which were caused by the team. 
 
Co-founding issues 
All in all, there were 3 main co-founders - Zdenek, Martin and Jan. We, as a co-
founding team, have made several mistakes. 
 
1) Co-founder contract – We did not create a co-founding contract right away from 
the beginning of our cooperation. It is a must to create a start co-founding 
document just in the beginning of each project. There should be information 
like: who are the co-founders, equity shares, time-wise or other conditions of 
receiving the shares, clearly defined responsibilities of each member etc. 
 
2) Cost sharing – All the costs of the startup were covered by me: Travelling costs, 
business cards, a startup t-shirt, domains. Co-founders do not share only profits 
but also expenses. Thus, there was only 1 member who felt money-connected 
with the project. The others invested only their time. 
 
3) Interest of each member –It is necessary each co-founder is equally responsible 
for a success or failure of the startup (or accordingly to his equity share). In our 
case, I had to control and push other members to be active and work fast and 
dedicated enough. An even worse issue appeared when I left Russia after 8 
hectic weeks. After my arrival back to the Czech Republic, I stopped actively 
working on the project – I was tired and had several doubts about the sense of 
investing my money, time and effort to the project which was not even close to 
be finished. I admit it was my mistake – every startuper comes to the point when 
his belief into what he does is very low. I should have gone concentrate again 




There were numbers of bugs which the team was supposed to fix and move 
forward to the final working version. The other co-founders, instead of trying to 
motivate me and keep on working, stopped working too. 
 
Distance 
Two members (a CEO and a community manager) were located in Saint Petersburg, a 
CTO in Zabreh and a programmer in Brno. Though, we were using an online 
collaborative tools, Skype meetings, emails and Google Documents, it still was not able 
to replace the face to face communication when all the members would be located in 
Russia and could spend all the time together to work on the project. 
 
Timing 
I appraise the timing of coming up with this skill-sharing platform was fairly favorable. 
In spring-summer 2012, it seemed there was no other project like Tigeroy.ru. In general, 
a summer is a good time to develop and build any projects because all business 
segments face a low activity from all customers who enjoy summer on holidays and 
outside instead of surfing internet.  
The problem about timing goes hand in hand with the development issue. We have been 
developing the whole summer and even in September, it was not clear when we could 
launch the working version and start really working with teachers and students.  
 
Financing 
Lastly, there was a financing issue. We have never got funded by any investor. The only 
person who could be considered as an investor was my mother who paid for the 
travelling costs to Russia. Thus, I did not have money to get the company corporated in 
Russia; I could not afford to hire any other work force or invest money into online 
marketing channels. We all work because we believe in the idea. As I mentioned in the 
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theoretical part, to start up an online business is as easy and cheap as never but I believe 
that some money is needed and particularly on this startup idea. 
 
3.7 Future steps and improvements 
As the previous subchapter lists the main mistakes which we have made during the 
development process, this chapter should outline the future steps how to polish and 
bring Tigeroy.ru back to game. 
We all have spent several months with this project and thus, I think it would be a pity to 
back up all the files, let the domain expired and pretend we have never been working on 
it. Besides, we have got very good feedback on the whole idea and our intensions, the 
graphic side etc. Even now, when I present and show the online live version, everyone 
asks why we do not go on working on it. In my opinion, we should focus on three 
following areas: MVP, Market and Team. 
 
3.7.1 MVP 
Mentioned above, we have lost lots of time when we tried to develop not really an 
MVP. This cost us lots of time and a unique opportunity to launch the application while 
I was located in Saint Petersburg in summer 2012. 
In the beginning, we tried to copy the main icon of skill-sharing, the American 
skillshare.com but it was not really wise. We wanted to create a perfect, even better 
version. Therefore, I suggest completely rebuilding the whole system of Tigeroy.ru and 
making it much lighter and smaller in all aspects. The core of team remains the same 
and when we were not able to finish the development of the current version during 
spring and summer 2012, revising the difficulty of the project seems to be a good idea. 
So, we could deliver the working version faster and in case of any modifications or 
country copies, all process would remarkably speed up. 
I have analyzed and consequently re-designed the whole system. Besides, I dropped 




Automation of the system  
We have designed the current version as automatic – registration of users, classes easily 
created by teachers, sending feedback etc. However, we have not had a developer who 
would create it in adequate quality and fast enough. This remains the same and so, I 
suggest dropping all the registration forms and do all of these inputs manually: 
 
- No user registration  
Users would not be able to register and have their own accounts. In case a user 
wanted to sign up for a class, he would simply purchase the class with filling 
compulsory data and pay online. This would cause that for any signed up class, a 
user has to fill it in all the information again. This is less user friendly, but much 
easier for our development. 
- Classes registration 
The current system counted on the teacher – which he knew how to create a 
class, where he wanted to hold the class etc. In most of cases, we would have to 
communicate with the teacher anyway. Due to no possibility of having a profile, 
a teacher who is willing to create a class, would fill in basic information about 
himself and the class in Teacher section. Afterwards, he would get contacted by 
us with more details and either online or offline form to fill in. This approach 
would mean much work load for us because somebody would have to input all 
the data and create classes manually. It is risky because this can get very time 
demanding but this implementation would be just a short-term solution and later 




Figure 16 New Teacher’s section (source: own elaboration) 
 
- Student feedback  
Feedback sent by students via email or special forms would get entered in the 
system by us. Again, more work for us but for the whole development this is 





Some of the designed features were not necessary to implement right from the 
beginning. Thus, we would drop several features – mainly the statistics about each user. 
 
Web simplification  
A new look will be designed – the class listings will change dramatically. The class 
categories would get less important because in the current version, they were the most 
important elements on the Class list. The new version will look completely different – 
the main element in the listing will be the picture/photo of the classes. This change will 
help to attract and differentiate from each other. 
 





It is obvious nowadays that we will not be able to continue in the same formation as we 
were cooperating during 2012. The community manager is not available anymore and 
that is why we have lost the main lead into Russian market. The way to continue is 




Due to the loss of the Russian team member, a difficulty in entering the Russian market 
does not consist only in the language barrier but worse in looking for staff in Russia. If 
we want to stay on Russian market we need to find reliable partners who would help us 
to attract both teachers and students, maintain the community and work on PR and 
marketing sides. 
As we were planning to enter the new markets with the current version (the situation 
from summer 2012), I have done research about countries surrounding Russia – Estonia, 
Finland, Ukraine and Belorussia. This could be the way how to direct the new re-
designed version. It would be interesting on the other hand to find a market with 
English as a native language to minimize a risk of a language barrier. 
The character of the project lies in being active and present on a particular market and 









4 Proposal and Creation of the Product 
In the chapter 4, I would like to go through my initial process how I came up with the 
idea of trying to start up an international startup on the Russian market, how the team 
was created and how we transformed the product idea from a paper version to the online 
world.  
 
4.1 Initial idea 
In spring 2012, I did not know about startups a lot. I knew there was this mysterious 
world but I did not have a clue how exciting, demanding, fast changing, addictive and 
fun environment it really was. I started the learning process during April 2012 when I 
knew I am going to finish my marketing/social media internship at L’Oreál. I fell in 
love with all of that immediately.  
There are several ways how startups are usually born. Firstly, there is some problem 
which founders are trying to solve and find solution of this problem. For a success of 
startups, it is crucial to solve a problem which is identified by more than founders. The 
broader audience with the same problem, the bigger the idea really is. Secondly, 
startups are created by copying. A startup which got copied is called ‘a copycat’. A 
copycat should not only copy the original startup but should also improve or modify it.  
Tigeroy.ru is a mixture of both ways. First of all, I read an article about a very similar 
project starting back in April 2012. When I was reading the article I immediately felt 
that it was the thing – the project which I wanted to work on. It enlightened me, it 
opened my eyes. The article can be found on this address: 
http://startup.lupa.cz/clanky/jan-tinka-naucmese-cz-je-nase-srdcovka-z-prvnich-reakci-
jsme-nadseni. The project was called Naucmese.cz and it is still active in the Czech 
Republic. From that point, I started doing research in the area of skill sharing platforms, 
online education and my interest moved on Russian market. 
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4.1.1 Name and logo of the project 
The name of the project has been evolving during the first months. Anyway, we had 
some doubts about the name Tigeroy.ru during summer. The problem was in spoken 
and written versions. Furthermore, the name was solely Russian and thus, if there would 
be any expansion abroad we would have to come up with a completely new name. 
Getskill.ru Geroi.me Geroy.me Tigeroy.ru
 
Figure 18 Project’s name evolution (source: own elaboration) 
 
The first working name was Getskill.ru – simply because it is about skill-sharing. We 
wanted to bring a new view into that and thus, we started with heroes. Geroi/Geroy 
means ‘a hero’ in Russian language. 
 
Figure 19 Former names and logotypes (source: own elaboration) 
 
I have even purchased domains geroi.me and geroy.me for $ 9 each but soon, it was 
clear we are going to continue with the domain Tigeroy.ru, purchased for RUB 99. 
Translation of Tigeroy means ‘You are hero’ and that became our philosophy. We 
wanted to turn people into heroes by providing them a possibility to change other 





Figure 20 Final and official Tigeroy’s logotype (source: Tigeroy.ru internal material) 
When I should evaluate the final logotype I am very happy with it. There are 5 pastel 
colours highlighting the main word ‘geroy’. This is used for emphasizing categories of 
classes. These colours are used throughout the whole graphic design of the product. 
 
4.2 Product 
Tigeroy.ru is a community skill-sharing platform, where anyone can learn from the 
others, anywhere. Everybody is unique and different and thus, each of us can push other 
people to accomplish something really big thanks to our own knowledge.  
 
Figure 21 Everyone can share skills. Why not you? (source: Tigeroy.ru internal material) 
 
Let’s describe Tigeroy.ru more detailed on a practical example: 
Tigeroy.ru offers its users an online marketplace with various classes taught by other 
users who have something offer to others – their knowledge, experience, passion to 
share their hobbies etc. Everyone meets up online at tigeroy.ru where there are two 
groups of users – potential teachers and students. The potential teachers create a page 
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with all information about themselves and the class – where and when it will take place, 
how many people can sign up for that class, the price and description about the class. 
Then students browse a list with all offered classes and when interested in any of them 
sign up and pay online. At the end of this process, a teacher prepares the class and meets 
all of the students at the arranged time and place and teaches the class in offline – real 
environment.  
The listed classes are logically organized according to their topics, colored 
differentiated: Business, Lifestyle, Creativity, Cooking and Technologies. Classes can 
be filtered by categories or available cities (firstly St. Petersburg and Moscow). 
 
Figure 22 Categories of classes (source: Tigeroy.ru internal material) 
 
4.2.1 Benefits for teachers 
We do not want to offer only a simple list of classes but we do want to focus on 
cooperation with potential teachers because we believe the richer content we can offer 
to users, the better results including engagement, viral sharing and also registrations-
transactions we reach. Thus, there are the main areas which we want to focus and help 
to potential teachers with: 
- Create a class (descriptions, pictures). 
- Market a class on social networks. 
- Find a venue where to teach. 
- Prepare the presentation, evaluate and recommend the right way how to teach. 
- Deliver the evaluation and recommendation online system at Tigeroy.ru. 





Profile for free Promotion tools Content creating
Stastics and 
rating
Support with creating, marketing classes
 
Figure 23 Benefits for teachers (source: own elaboration) 
 
The figure bellow previews the teaching section which is focus on providing special 
information to teachers with a highlight to encourage them to create a class, leave us a 
message or find out more about the whole process. 
 
Figure 24 Teachers’ section at Tigeroy.ru (source: Tigeroy.ru internal material) 
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4.2.2 Technical background 
From the technical point of view, the front-end and back-end parts of the internet 
application have been designed on a high professional level. 
Front-end 
All the graphic layouts and materials have been created in Photoshop CS3 by Martin. 
The front-end coding – connecting the back-end environment with the visible elements 
is coded via CSS and HTML in standardized form. 
Back-end 
All the back-end functionalities have been coded by Jan. He uses an open source, 
object-oriented web application framework Zend and implementing in PHP 5. The Zend 
framework has been chosen mainly for its wide global support. Because Jan writes the 
code in a standardized form, the power of frameworks comes in case we would need to 
hire another programmer. 
Project management 
Our team has not been operating from one place and thus, we have to communicate, 
manage tasks and share information online. We have chosen to use the collaborative 
tool called Teambox (www.teambox.com).  
 
Figure 25 Teambox collaborative tool (source: Teambox.com) 
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4.3 Other graphic design 
Landing page 
Upon purchasing the domain name, we started using a landing page. A landing page 
provided by launchrock.com converts an empty domain with no content to a customized 
website which welcomes and informs visitors about the site. It usually contains the 
basic information and e-mail subscription option. The figure bellow shows the landing 
page which was used until launching the alpha version during August 2012. 
 
 
Figure 26 Landing page from 1st July 2012 (source: Tigeroy.ru internal material) 
 
Facebook logo and cover picture 
Social media is so important nowadays that it is not enough to create a logotype for a 
webpage. Facebook, as the main important, requires a special approach – customize a 
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business Facebook presentation by a special logo (size) and a cover picture which is the 
main graphic element (visibility, originality) on each Facebook Page. 
 
Figure 27 Facebook cover picture published, July 2012 (source: Tigeroy.ru internal material) 
 
Business cards 
Anyone who wants to do business in Russia needs a business card. It is the first thing 
which is made by starting entrepreneurs. It does not matter they do not have even a clear 
idea what their product will do. A business card is a powerful, helpful and professional 
tool in case of networking and dealing with other entrepreneurs. This is our version: 
 
 




4.4 Searching for the team 
Even though, I came up with the initial idea by my own, one person cannot do anything 
without help of others. Thus, I had to find 3 key members of the team during the first 
months. Me as a person focused on the initial idea and business was not able to create 
design, wireframes and after that back-end coding in PHP5 and translating to Russian 
language. 
When there is almost no budget one cannot offer people any financial rewards for their 
time and effort. A founder – the one who believes his idea – needs to find the right 
people who are interested in the project and him even without any money. 
The process of searching was not easy though. In this time, when people are being lazy 
and want money for anything what they do, I spent around 4 weeks of searching, 
contacting, and trying to persuade various candidates. From my personal experience, 
this situation is not so bad with people interested in business or marketing, on the other 
hand the worst is searching a handy programmer (who is very often a CTO in startup 
projects, just because he is the one who can give ‘a life’ to the project and make the 





5 Business plan of the internet startup 
5.1 Executive summary 
Tigeroy.ru is a community skill-sharing platform, where anyone can learn from the 
others, anywhere. Everybody is unique and different and thus, each of us can push other 
people to accomplish something really big thanks to our own knowledge. Knowledge is 
power and Tigeroy.ru wants to change the way how people think, discover, approach, 
meet up and have fun with each other.  
The product has two dimensions. Firstly, from a teacher’s point of view, it is a 
marketplace where anyone can post online any course about any topic which will take a 
place in real – offline world. Secondly, from a student’s point of view, it is a catalogue 
of courses offered by teachers’ particular skills. Anyone can find any course, sign up, 
pay online and finally meet up with other interested people in the topic and the teacher.  
 
Market 
According to the research, the product exists and successfully works in other markets all 
around the world. Russian online market is the biggest in the whole Europe. Though 
there are already some players with courses organized by professionals and online 
courses, there is no direct competitor who would provide the same services as 
Tigeroy.ru. Saint Petersburg and Moscow offer a big market to launch and test 
feasibility of the project. The target customer group is an actively online male/female 




The team of Tigeroy.ru consists of 4 success-driven people. There is a CEO who 
manages the whole project and represents the company, a Russian native speaker 
manages and creates a community and deals with both groups of customers, a CTO - 
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graphic designer who is responsible for all graphic output and front-end development of 
the web and finally a programmer who codes back-end application. 
 
Finance 
We actively look for a strategic investor who would bring smart money to Tigeroy.ru. 
We seek after 1 500 000RUB which would provide us a 12 months bridge to work on 
the project and have enough cast to invest money in further development of the system, 
engage first customers, expand to new destinations and bring the project to the BEP. 
 
5.2 Mission, Strategies etc. 
5.2.1 Vision 
Tigeroy’s vision is to be an authoritative source of any offline courses offered and 
taught by people with particular knowledge or experience who desire to share it with 
others on Russian market. We will earn our customers' trust and interest by offering 
only the highest quality of courses which will be secured and taught by people who are 
real and checked by us. 
 
5.2.2 Mission 
To develop and launch the website Tigeroy.ru where people can add courses of any type 
which would get interest and attention of other people by signing up and paying for 
them online and meeting up offline. 
 
5.2.3 Customer problem 
Every startup should solve some customer problem. I identified several segments of a 
customer problem which Tigeroy.ru tries to find the solution. In connection with skill-




- All activities are moving into online life.  
- Loneliness and boredom is more and more usual in our current fast lives, 
particularly in big cities (including St. Petersburg, Moscow). 
- Difficulties in meeting up with people with same interests and desires. 
- Lack of possibilities: 
o to learn and experience something new in direct forms. 
o how to speak with and meet real experts or people with courage and 
skills who have made something big. 
o how to maximize and promote persons who feel they have something to 
offer to society. 
- On the other hand, these experts can have a problem with finding the right 
audience, venue for them. 
 
5.2.4 Keys to Success 
Keys to success for Tigeroy.ru are: 
- High quality classes 
Potential teachers will be working on creating and publishing classes with a 
Tigeroy moderator who will assure that only quality teachers with quality 
classes will be published and offered to students. 
- Value 
People will sign up and pay only for quality classes. We want to provide value 
not only to students by offering quality classes but also teachers with helping 
them to arrange and market their classes. This will assure the added value to 
them. 
- Community 
Community is the core of Tigeroy.ru. It is essential for a viral growth because 
only satisfied customers will spread the word to their friends etc. We want to 
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build a community where people will encourage each other to become teachers 
and students and vice versa. 
- Usability 
We are familiar with UX and try to develop the website in the way that will be 
easy to use – and with a few clicks visitors will be able to sign up and pay. We 
build nice and stabile graphic environment.  
- Credibility 
We control credibility of teachers by several approaches. Each teacher has his 
own teacher’s factor, statistics and all communication within the system is 
visible for everyone.  
- Reputation 
Our approach is solely pro-customer oriented. Reputations of the systems – 
online payment, registration process, creation of class – are crucial for further 




- A competitive advantage - good starting position on the market. 
- Nice and catchy graphic design. 
- Friendly UX. 
- Effort of creating a skill-sharing community – bringing ‘teacher’ and ‘students’ 
together. 
- Credibility and reputation of the system. 
- Evaluation of teachers and classes. 






- Team fragmentation – Russia x CZ. 
- Expensive relocation of the team to Russia. 
- Russian language barrier. 
- No funding for marketing and further expenditures. 




- There are a limited number of similar projects with same content. 
- New available territories – other Russian cities, in long-term even countries.  
- The biggest online market in Europe. 
- Boom of mobile internet and online payments. 
- A hipster and alternative way of living boom in Russia. 
- Extremely high prices for professional classes taught by professionals or 
schools. 
- Poor quality of Russian education system. 
 
Threats 
- Taxation and laws on Russian territory. 
- Business model and its money transferring. 
- An ease of entering the market by competitors due to the market size. 
- Frauds and cheating threats – credibility of the system. 
 
5.2.6 Strategies 
In order to focus the development of the business, the following individual strategies 
will be followed with an emphasis to harmonize its partial components towards the 




- Develop the website and reach the working Beta version with all designed 
features. Let the customers to test it and then continue towards the final version. 
- Heavily add the featured classes, focus on delivering as wide range of classes as 
possible. 
- Create and maintain a community – blogging, social media activities, and 
regular meetings. 
- Business development – get business partners to cooperate with us – co-working 
spaces, design shops, dancing & cooking schools. 
- Cooperate with universities, universities of 3rd age and high schools to get 
students, teachers, free rooms. 
- Continually add new features, products and services: 
o Super-heroes 
o Skill-sharing conference days 
o Charity option 
- Build opt-in email subscription from the homepage including the registered 
users. 




Though the product is described into details in the chapter 4, I still find important to 
state at least the basic description in this chapter dedicated to the business plan. 
Tigeroy.ru is a community skill-sharing platform, where anyone can learn from the 
others, anywhere. It offers a possibility to potentially interested people in sharing their 
knowledge to create, maintain and market online listed classes which would be taught 
by them in offline environment with other people willing to pay a certain amount of 





Figure 29 Class detail (source: Tigeroy.ru website) 
That was the main screenshot from the whole website. It shows the class detail created 
by a teacher. All necessary information is displayed on the page witan emphasize on 
friendly user experience. 
 
5.4 Business Model 
Figure 30 demonstrates the money flow in simplified way. A student searches classes 
on Tigeroy.ru, if anyone wants to attend a class, signs up and pays online. Tigeroy.ru 
takes a commission of 20% (later on it will be decreased to 15%/12% in case of ‘Super 
heroes’). Afterwards, when a class gets enough signed up students, it takes place in real 
life and a teacher teaches that class. It is a specific of Russian market; we had to build a 
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secure tool how students and teachers are protected against frauds. The money for a 
taught class will be released and paid to a teacher within a week after the class took 
place and secondly, if the attended students confirm in the system that the class really 
happened. After this process, the teacher receives the money. He can get every amount 









Figure 30 Simplified Business Model Outline (source: own elaboration) 
 
5.4.1 Future growth opportunities 
We know that this business is dynamic and in order to succeed we will need to be able 
to make changes and add features according to market demands. This section identifies 
areas which will be able to generate future income. 
Stage Area Timing 
1st SPb 3 months 
2nd Moscow 3 months 
3rd Finland 3 months 
4th Estonia, Ukraine, rest 
of Russia 
3 months 





Paid promotion for schools/professionals 
Right now, the only activity designed to generate income is charging a commission fee 
from each sold ticket to a student. When we build a community strong enough to have 
hundreds of classes with thousands of students, we will be able to unlock Tigeroy.ru to 
professional teachers including special schools. These subjects will not be able to add 
classes or events for free but the business model will be based on a monthly 
subscription model when once they pay they will be able to post as many classes as 
desired. These professional classes will be placed in a special category. 
 
Paid differentiation of class visibility 
Due to growing community and expanding activities, the list of classes will rapidly 
increase. This might lead to a loss of a clear and fast arrangement of all classes in the 
system. As a solution, teachers will be able to differentiate their classes by paying for 
priority listing option when their classes will be displayed on the top of the list or for 
colored or designed modifications of the class detail pages. 
 
Conference days 
Conference days will provide a unique opportunity for the community how to meet up 
and learn from each other. An idea of conference days is based on one or two full days 
of lectures gathered at one place. Hence, students will pay a single entrance fee to 
access all classes during the program. The events will get support of sponsors, 
advertising and media partners. 
 
5.5 Team 
As I know the team is the essential element of each startup it took me a while to build 




Name and surname:  Bc. Zdenek Komenda 
Date of birth:   8.4.1987 
Tel. number:  00420 739 358 203 
Email:   zdenek@tigeroy.ru 
Role:   CEO, Co-founder 
He was already hyperactive in business as a teenager. He was running his own IT e-
shop in 2006.Zdenek was studying in Finland, France and at ENGECON in Russia. He 
worked as an intern in Ireland, Germany, Estonia or the Czech Republic. He has the 
energy and vision and he is the brain of Tigeroy.ru. 
 
Name and surname:  Ing. Martin Steigl 
Date of birth:   30.7.1987 
Tel. number:  00420733 374292 
Email:   martin@tigeroy.ru 
Role:   CTO, Co-founder 
He is a real master of this field – graphics, UX, marketing. He has been running a 
design agency since 2010. He has managed various internet projects including people 
and he is obsessed with details. Martin lives an optimistic life. He is the heart of 
Tigeroy.ru. 
 
Name and surname:  Jan Jilek 
Date of birth:   5.10.1989 
Email:   jan@tigeroy.ru 
Role:   Co-founder, programmer 
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Jan is a programmer guru. He is experienced in PHP5, C#, SQL and Java. He was 
working on several internet projects. New technologies are all his life. 
 
Name and surname:  Anna Radko 
Date of birth:   6.1.1985 
Tel. number:  0079817 427626 
Email:   anna@tigeroy.ru 
Role:   Community/Relationship manager 
Anna is a Saint Petersburg resident. She is a master in dealing with customers and can 
make everybody happy. She has got experience from Russian and Spanish markets 
where she has been working for years.She is the hands of Tigeroy.ru. 
The official team description appeared on the webpage is stated in Appendix n.1. 
Team member Share Main Role 
Zdenek Komenda 30% Team leader, CEO 
Martin Steigl 25% CTO, graphics 
Jan Jilek 25% Main developer 
Anna Radko 20% Community/translations 
Table 3 Member’s shares (source: Tigeroy.ru internal material) 
 
5.6 Marketing plan 
Marketing is key to the success of Tigeroy.ru because we have to gain visitors on the 
page and then convert them into our customers. Through the marketing activities, we 
will strive to be visible. This will be accomplished by investing in our image, credibility 




5.6.1 Competitor analysis 
In Russia, there are various ways how to attend a class/lesson/workshop taught by 
someone else. There are special schools which provide various classes about a particular 
topic, online databases of professional teachers and special websites focused on online 
classes. 
It is necessary to state similar startup projects which operate on others markets. Initially, 
we have found these projects inspirational and challenging in the way we wanted to 
learn from their mistakes and features and offer even a better service.  
Skillshare.com 
USA, worldwide  
Founded: 2011 
Investment: $4.65 million 
Skillshare.com has been our model in creating Tigeroy.ru. They are the biggest skill-
sharing platform in the world. In the beginning, Skillshare limited users to participating 
in classes that took place in their local area, but in 2012 the startup added hybrid, online 
classes to its platform, allowing teachers to create classes that are available globally. 
This accelerated the growth both of teachers and students. Skillshare attracted more than 
5 000 teachers when the best of them earned more than $ 40 000 so far. 
Lately, they have received a $1 million investment from a CEO of Zappos. The team 
consist of 15 people and will expand very soon. Their business model is based on a 12% 
fee from each sold ticket. 
Gidsy.com 
Europe, worldwide 
 Founded: 2011 
Investment: $1.2 million  
Gidsy.com is not a classic example of a skill-sharing platform. It allows to people who 
travel around the world to book an activity with locals – whether it is a cooking class 
with a home chef or a DIY workshop with a pro.  
The business model works on the same basis though. The reservation and community 
systems are very similar to our project. We got inspired by a few details from 
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Gidsy.com.  Their business model is based on a 15% fee from each sold ticket. 
Naucmese.cz 
Czech Republic 
 Founded: 2012 
Investment: Unknown 
Naucmese.cz launched during spring 2012 when I came up with the idea of Tigeroy.ru. 
It is a skill-sharing platform operating on Czech market which is the main and only 
player in people to people education. There are usually around 100 classes available all 
around the Czech Republic.  
During 2012, they added several features (online payment system etc.) but their version 
remains very simple and light. 
Table 4 Similar projects worldwide (source: Empson, 2013,skillshare.com, gidsy.com, naucmese.cz) 
  
On the other hand, as I have made deep research about any possible skill-sharing 
platforms in Russia I have not found any direct competitors which would offer exactly 
the same specialization of skill-sharing element – that classes can be organized by 
amateur people and fans. 
Theoryandpractice.ru 
Russia, Denmark  
Founded: 2010 
Investment: Unknown 
This site offers a place where anyone can post any kind of class, workshop or event in 
several Russian cities. It has been operating for more than 3 years and thus, Theory & 
Practice has gained lots of followers on social networks. 
Listing of events is free though they offer specially paid advertisement on the website. 
New events are adding automatically by final users with no possibility of online 
reservations.  






I consider all the listed ways how a motivated person can gain new experiences – 
knowledge - information on Russian market to belong to the group of indirect 
competitors. 
a) Notice boards at schools 
When a student seeks a tutoring from any subject taught at his school, he might 
visit a school’s board as first and try to find tutoring organized by his classmates 
or external teachers.  
 
Advantages Disadvantages 
Relatively cheap, easy to find Limited range and quality of 
teachers 
Table 6 Indirect competitor I (source: own elaboration) 
 
b) Social networks 
Firstly, nowadays, there are countless numbers of Facebook and Vkontakte 
groups which group people with same interests. People with certain hobbies and 
interests join these groups and find contacts and information there.  
Secondly, if somebody looks for a tutoring or someone else with a certain 
skillset, he contacts his friends if they do not know these desired people. 
 
Advantages Disadvantages 
Cheap, friend’s references Difficult to find, no guarantee 







c) Online courses 
The main beauty of online courses is that students can access content anywhere 
if there is a fast internet connection. Majority of online courses have a fixed time 
and date. Online payments for courses are available. This form of education 
works fairly well in Russia due to long distances between cities. Anyone from 
Vladivostok can attend an online class organized in Moscow. 
Good examples of online courses database are: Onwebinar.ru and Open-class.ru. 
There have been thousands of customers who paid and used these services 
though the websites are lacking diversity of courses. Not all human activities are 
able to transfer to online education style. 
Advantages Disadvantages 
Cheaper (or free) than having an 
offline classes organized by 
professionals 
Internet speed restriction, price 
for professional courses 
Learning from home, no travelling Limited way how to learn 
Mobility Mostly only interaction teacher-
student 
 No all activities can be taught 
online 
Table 8 Indirect competitor III (source: own elaboration) 
 
d) Schools 
There are numerous specially profiled schools where an individual can find 
classes of all kinds: cooking, dancing, sports, languages, driving, music, arts etc. 
These schools offer offline classes without a possibility of online 






Supposed to be professional The most expensive way how 
to learn something 
Table 9 Indirect competitor IV (source: own elaboration) 
 
e) Databases of private teachers 
These databases usually provide weak system – design, old layouts and they do 
not look very good and fresh overall. Private teachers offer classes focused on 
school subjects – Maths, History, languages, Physics, Literature etc. Majority of 
teachers are experienced but sometimes old persons with old teaching 
approaches. Repetitor.ru can be considered as a good example of this method. 
 
Advantages Disadvantages 
Relatively cheap, easy to find Limited range and quality of 
teachers, price 
Table 10 Indirect competitor V (source: own elaboration) 
 
f) Online instructions 
There are websites focusing on providing online instructions of hundreds of 
activities – sport, dancing, crafts etc. It is based on short instructional videos 
recorded by other users which show how to do certain things. It is quick and free but 
it is lacking interactivity or deeper explanation by a person who excels in that shown 







Free and fast when it is found No interaction, no all 
instructions are available 
Table 11 Indirect competitor VI (source: own elaboration) 
 
5.6.2 Market size 
The market size for skill-sharing platform which offers one to one or one to individual 
students opportunities when all communication runs online with the end offline meet up 
is very unlimited – or in other words, very difficultly determined. Our market share 
growth will be limited by two factors - market demand and our ability to approach 
potential teachers and students and a high level of credibility and service to the users. 
The launch of Tigeroy.ru will gradually carry on from the initial launching place Saint 
Petersburg via Moscow to other smaller cities all around Russia with a try to launch the 
same application in Tallinn, Estonia at the end of the period of 12 months. 
The following table compares the total population of Saint Petersburg, Moscow, the 
whole Russia and other countries Finland, Ukraine and Estonia which they got included 
into the table because of future expansion on those markets. While ‘Online column’ 
shows the absolute numbers of online population, ‘Our range’ shows how money from 
them belongs to our group of potential users. And finally, ‘Our power’ numbers from 
the last column indicates how many of them we could approach.  
We have also made a wild estimation of user number in a horizon of 3 years. We came 











Online Our range Our power 
 SPb  5 000 000  5 000 000  2 500 000  1 500 000  105 000  
 Moscow  10 000 000  10 000 000  6 000 000  3 500 000  245 000  
 Russia  115 000 000  25 000 000  9 000 000  4 000 000  240 000  
Finland 5 000 000  4 000 000  4 000 000  2 000 000  140 000  
Ukraine 45 000 000  3 000 000  1 500 000  700 000  49 000  
Estonia 1 500 000  1 500 000  800 000  300 000  48 000  
Total 181 500 000  48 500 000  23 800 000  12 000 000  840 000  
Table 12 Market (source: Tigeroy.ru internal material) 
 
The following graph shows how big is the group of ‘potentially available users on the 
market which seem to be interesting for Tigeroy.ru’. 
 
Figure 31 Potentially attracted users (source: own elaboration) 
 
5.6.3 Customer profile 
To outline the customer’s profile of our service, we simply use examples from the 
markets where other similar projects to Tigeroy.ru already operate. Then, the typical 
customer could be defined as: 
- Male or female, 
















Tigeroy.ru overall power  
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- live in urban areas, 
- obtained secondary education, 
- with active access to internet, 
- and desire to learn something new. 
 
5.6.4 Advertising methods 
We are not planning to take any leads in classic – offline marketing. The project is 




Figure 32 Marketing tools (source: own elaboration) 
 
Cooperation with universities 
We have already established an interesting cooperation with the biggest tech university 
in Saint Petersburg ITMO about a future cooperation with a 3
rd
 age university 
educational project. This is a good signal – to see an interest of a university to share 
anything with us. Cooperation with universities can bring many more advantages than it 
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can be seen at first – potential students, teachers, advertising possibilities, venues – free 
classrooms etc.  
Cooperation with bloggers 
Power of bloggers is extremely strong in Russia due to its political problems and 
policies so thus, we would like to start cooperating with any bloggers who would be 
interested in our project. There is also a possibility of organizing classes focused on 
blogging methods, rules so in this way we could find the right people. People tend to 




Search Engine Optimization is an essential part of internet marketing for all startups 
including e-commerce projects. We would not outsource these services because it is 
fairly costly but effective way how to improve the website’s ranking position at the 
biggest web searchers Bing.com, Google.com and Yandex.ru. Nevertheless, Martin is a 
professional in this area due to his experience from previous projects. 
Partner’s websites 
To cooperate with various partners will be done through the classic business activities. 
We will search for any ways of cooperation with these groups of potential partners: 
- Design shops, 
- craft shops, 
- co-working spaces, 
- hipsters’ projects – green fields in the center of SPb etc.,  
- theatres and other specially profiled schools, 
- online projects about learning, master-classes etc..  
PPC – pay per click 
Pay per click method is the biggest generator of online advertisement at all – it is 
Google’s flag ship how to earn money. On the other hand, it is the smartest and best ad 
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tool so far.  Companies pay only for real clicks by real users on a text or graphical 
advertisement. 
In case we find an investor and we get the needed money, we plan to spend highest part 
of the marketing budget right for PPC campaigns at Facebook.com, Google.com but 
more importantly on Russian sites Vkontakte.ru and Yandex.ru which are still more 
popular and visited in Russia.  
From the reason of constant price changes for clicks, it is impossible to predict any 
numbers of future spending for this media. The price per click is determined by interest 
of other advertisers to the key words or categories. 
 
Social media marketing 
Every startup tries to engage with social media users and get fans. Fans equal potential 
users and also ‘walking ads’ thanks to viral possibilities. The project is registered at the 




Correct and thought-out representation and promotion of any project can very well help 
to a positively building online brand. We want to focus on class promotions through this 
media, informing fans to new features and spread the word about skill-sharing 
possibilities all around. Facebook or Vkontakte pages offer an opportunity to come up 
with various competitions for fans. 
Apart from the mentioned classic social media activities, we plan to invest money into 
Facebook and Vkontakte advertisement. Thanks to its character, it is a PPC form of 
advertisement and thus, it can be very precisely aimed at desired potential groups of 




Figure 33 Facebook Ads (source: Facebook Ads) 
 
Blog 
We are planning to launch Tigeroy blog where we would informally inform not only 
about the news about our team, development and life of the project but more 
importantly about general smart technics how to prepare a class, how to attract students 
to sign up and other tips for teachers. There would be also interviews with the teachers 




We have proved that education projects and especially when they bring some new ideas 
and can get easily attention of local journalists. There is another positive fact about 
Tigeroy.ru that it is led by a team of foreigners. We count on creating a PR article about 
the main advantages of the project – what it brings, for who it is etc. and one more with 
a short interview with the CEO about the developing process and reasons why we 
decided to go to Russia. We are going to approach the local newspapers and 







Zdenek has rich experience with pitching and giving presentations so we are planning to 
participate at as many startup events in Russia, Finland and Baltic countries as possible. 
These events are usually free of charge and are extremely contributing. We can find in 
this way partners, potential new people into our team, mentors or even investors. 
Another part of this category, is listing the startup to startup databases on Russian and 
global directories like angel.co etc. to become more visible. 
 
5.7 Financial plan 
This financial plan conservatively projects the overall finances of the project. Although 
many of the projections are based on statistical averages and approximations like in 
other startup financial projections. The financial analysis of a startup differs from 
classic businesses differs in many ways – Tigeroy.ru is a project in its initial 
development stage when there is no financial history or no assets ownership. The 
success of the project is determined by its ability to offer enough interesting classes 
taught by teachers and remaining the credibility and independence.  
 
5.7.1 Financial history 
The business plan and its financial part are written from the perspective of December 
2012 and thus, there is no financial history in terms of incomes. The initial idea came on 
April 2012, the main development was in progress during spring and summer. Since 
October, the project was online but inactive because there was no working beta version 







Item One Time Cost Recurring Cost (per mo.) 
Business Incorporation  400  
Internet Domain (2 years) 15  
Web Hosting 10 10 
Travelling Expenses 300  
Business Cards/T-shirt 40  
Total 765 10 
Table 13 Start-up Budget (source: own elaboration) 
 
As it is obvious from the previous table, all the development is running in house 
including graphic and programming work. The minimal development costs helped us to 
survive and work on the project. Since the beginning, we have been students – with no 
need of salary etc. This is going to change unfortunately because we are about to finish 
our studies (one member has already finished). The legal advices were provided for free 
during SUMIT Summer School. 
5.7.2 Estimated future expenses of the project 
From the reason, we seek for an investment which could provide us with a bridge of 12 
months, we decided to plan the future expenses of the project in this way: 
 
Marketing expenses 
The marketing activities which are taken into consideration are listed in the marketing 





Free marketing activities Paid marketing activities 
Cooperation with universities PPC 
Cooperation with bloggers* Cooperation with bloggers* 
SEO Partner’s websites* 
Partner’s websites* Printed materials 
Social media marketing  
Blog  
PR articles  
Startup promotion *) Can be both free or paid 
Table 14 Overview of free and paid marketing activities (source: own elaboration) 
 
Co-working rent 
We need to relocate the whole team to Russia and thus, we will need an office where we 
all could work, meet partners and teachers. The decision to move to a co-working space 
which are usually full of other entrepreneurs and room capacity is brilliant. The average 
price for 1 table (up to 4 people) is around 5 000 – 7000 RUB per month. 
Salaries 
So far, we have invested mainly our own time into the project (except the start-up 
budget table expenses) and our intention to move fully to Saint Petersburg, we need to 
get at least basic salaries to pay a rent and cover basic living expenses. Firstly, there will 






Accounting and law services 
We have received free law services during the time at SUMIT Summer School and thus, 
all legal procedures should be done. We will hire a professional accountant who excels 
in Russian taxes and regulations. 
 
Webhosting and ICT services 
The price of .ru domains are very cheap. We plan to purchase more domains with  
similar or even different names around Tigeroy.ru. The webhosting runs on a virtual 
server dedicated only to our needs – this secures nearly 100% availability and good 
performance of the system. 
 
Reserve expenses 
As we know anything can go wrong anytime and anywhere, we count on a reserve 
which we want to increase every month in case of unexpected and necessary expenses. 
 
5.7.3 Estimation of income and expenses 
If we get the required investment then the redesigning work would be happening during 
the first months of 2013 with the launch in summer. Moreover, there is a reason why to 
launch in summer when the online activity is overall fairly low. In case of any 
unexpected problems and bugs summer time is better to solve these issues rather than 
spring or autumn. 
We are seeking after 1 500 000 RUB ~ 37 500 EUR which would provide us a cash 
pillow for 12 following months. The project is not vitally depending on the investment, 
though in case of no investment, there would not be able to proceed outlined strategy of 
development and territorial expansion. 
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Each quarter is dedicated to a development and expansion to a new territory – (SPb, 
Moscow, Finland and Estonia with the rest of Russia. When we look at the projected 
expenses for the all quarters salaries are highest component of overall expenses 
followed by expenses dedicated to marketing activities. 
Type of Expenses Q3/13 Q4/13 Q1/14 Q2/14 
Marketing expenses 170 000 260 000 290 000 270 000 
Salaries 300 000 350 000 400 000 450 000 
Co-workig rent 15 000 25 000 50 000 60 000 
Accounting 30 000 30 000 45 000 45 000 
ICT services 3 000 4 500 6 000 6 000 
Reserve 30 000 50 000 60 000 60 000 
Expansion expenses 20 000 85 000 75 000 35 000 
Total 568 000 804 500 926 000 926 000 
Table 15 Quarterly expenses projections in RUB (source: own elaboration) 
 
The projected revenues are divided from a territorial perspective. Saint Petersburg is 
going to be a main city with highest volume of classes but Moscow thanks to its size 
and diversity will dominate at the end of the 4th quarter. Why not earlier? Moscow is 
much bigger market but to succeed and get visible is much time and financial 
consuming than in Saint Petersburg which is the flag ship of the project. According to 
the plan, there should be an expansion to Finland during Q12014 with sequential 
expansion to other big cities of the Russian Federation – Novosibirsk, Yekaterinburg, 
Nizhny Novgorod, Samara, Omsk, Kazan and Chelyabinsk; and also smaller markets of 
Estonia and Ukraine. This expansion will go hand in hand with increase of expenses for 
staff, travelling, marketing activities and expansion expenses. Higher volume of classes, 
community engagement and paperwork including accounting will cause increase of 





Territorial revenues Q3/13 Q4/13 Q1/14 Q2/14 
SPb 410 000  750 000  700 000  1 130 000  
Moscow 0  430 000  680 000  1 140 000  
Finland 0  0  205 000  480 000  
Russia 0  0  0  400 000  
Ukraine 0  0  0  119 000  
Estonia 0  0  0  162 000  
Total for Tigeroy 
classes 
410 000  1 180 000  1 585 000  3 431 000  
Other activities 10 000  165 000  370 000  370 000  
Total revenue 420 000  1 345 000  1 955 000  3 801 000  
Income 61 500  342 000  607 750  884 650  
EBIT -506 500  -462 500  -318 250  -41 350  
Table 16 Quarterly incomes projections in RUB (source: own elaboration) 
 
The overall revenue for all 4 quarters will be 6 606 000 RUB. When we consider we 
will keep 15% of every sold ticket to a student as a commission, it results in profit of 
990 900 RUB from this business activity. From a point of view of profitability, the other 
activities will become more and more important in correlation with user growth. Among 
other activities generating revenue belong: paid promotions for schools and 
professionals, paid differentiation of class visibility and Conference days. All these 
activities will generate profit of 915 00 RUB during all 4 projected quarters. It will 
become almost as important element of the business as the main activity. 
Visualization of predicted data 
The monthly visualization of expenses and incomes indicates that incomes will exceed 
expenses from the 11th month, until that moment the project is basically unprofitable. 
Here, it is necessary to mention that many online startups never become profitable,  




Figure 34 Incomes and expenses prediction (source: own elaboration) 
 
The future economic development does not seem bad at all. The expenses boost up 
during the first months of business activity with a gradual slow down effect as it is not 
necessary to invest big amounts to marketing. The paid marketing activities should be 
naturally transformed into viral – unpaid – ways from the reason of high number of 
users. 
 
5.7.4 Cash Flow projection 
From the nature of the skill-sharing business, the initial start does not generate enough 
revenue to cover all the expenses which are necessary for further development. Thus, 


















Table 17 Cash Flow of Tigeroy.ru with investment (source: own elaboration) 
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5.8 Risk assessment 
During every business activity there are many risk factors which differ throughout 
business areas. The online startup projects face even risk than classic businesses. 
 
No investor interested in the startup 
The business plan is dependent on receiving the investment of 1.5mil RUB in order to 
operate the business. In case of not receiving the funding, the project could operate too 
but only in a very limited way. 
 
Not meeting the goal of business plan 
It is designed to cover the expenses during the first year of activity but at the end of the 
time period it is counted the project will generate enough revenue to become profitable.  
 
Risk of competition 
There are no particular obstacles to enter the skill-sharing business. It is necessary to 
have a secure online marketplace and strong offer of taught classes by interesting 
teachers. Thus, it is fairly possible that one or even more copycat projects will try to 
enter the market. The consequences of a new player which would get funded with much 
more money could be really bad for our project. 
 
Commission fee avoidance 
The commission from each sold ticket is set up at 15%. There is an existing risk that 
teacher will want to avoid paying this commission and try to get around by contacting 





Security and credibility issue 
It is necessary to have a secure system that will not be easy to hack by hackers from 
outer world. The credibility of the system is connected with teachers’ credibility. The 
system has to work without problems to stay transparent and filter quality teachers from 
fake or bad teachers who could harm our project. 




1 No investor interested in the 
startup 
6 9 54 
2 Not meeting the goal of 
business plan 
7 8 56 
3 Risk of competition 7 8 56 
4 Commission fee avoidance 6 7 42 
5 Security and credibility issue 5 8 40 
Table 18 The risk evaluation (source: own elaboration) 
 
 
Table 19 Risk evaluation matrix (source: own elaboration) 
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5.9 Project timeline 
The project timeline gives a closer look at the future months and what activities will be 
run time-wisely. There are few activities which will be held all the time – web 
development (we want to come up with new features at all times), support for teachers 
which is an essential activity how to encourage them to open their first classes and PPC 
campaigns will run permanently with a focus on ROI which will be evaluated stepwise. 
 
    
2013 
      
2014 
   
 
5.13 6.13 7.13 8.13 9.13 10.13 11.13 12.13 1.14 2.14 3.14 4.14 5.14 6.14 
Web development                             
Official launch SPb 
  
  
           Moscow expansion 
    
    
      Finland expansion 
       
     
   Estonia etc expansion 
         
      
Support for teachers                             
Translation services 





    
  PPC campaigns 
  
                      




    
 
    
 
  
  Social media campaigns 
 
                        
Paid promotions 
    
                    
Paid class visibility 
     
                  
Conference days 


























     




5.10 Seed investment 
We love what we do. We love the thought of skill-sharing and we believe that anyone 
can teach anyone and anywhere. We want to accomplish big things with this idea and 
liberate the standard form of education. 
We ask for the seed investment of 1 500 000 RUB ~ 37 500 EUR which could provide 
us a cash pillow for the first months of operations when the business activities become 
profitable with a higher volume of sold tickets. After the first year, we want to raise 
another investment in the Round A call from venture capitalists. 
We seek after a private investor/business angel who could provide us with smart money 
and become our partner, mentor and advisor. Of course we do need the investment but 







The main objectives of this diploma were to describe the process of starting up an online 
project called Tigeroy.ru from its initial idea to the current situation, to analyze mistakes 
which have been made during the whole process and finally to provide recommendations for 
future development of the project which I founded back in April 2012. Furthermore, I was 
supposed to elaborate a business plan which would be tailored to a startup needs. 
The startup environment evolves faster than any other classic businesses. Thus, I introduced 
the newest findings and startup methods like focusing on customer development instead of 
product development and always to try to implement the lean startup methodology for every 
new startup project in the theoretical part. 
Then I analyzed the project from a historical perspective, wrote about our presence at a 
Russian startup accelerator and evaluated its benefits. I did research among Russian citizens 
and the results were shaping the project already during the initial phases. However, the most 
important parts of this chapter are the analysis of mistakes which I have made together with 
my team and recommendations for future development which were later on used for shaping 
the business plan in the last chapter. 
The following chapter is fully dedicated to the product description where I dealt with creating 
the name, logo and the product as a whole system. 
And finally, the last chapter is focused on creating a compact business plan of a startup 
project which is written for an investor purposes. Because of that, the planning was based on 
the presumption of receiving the required amount of money from an investor. Thus, the 
business plan is projected for a time period of 12 months until the business becomes profitable 
and self-supporting. The project as a clearly business idea to gain profits is unsecure and only 
hardly ever going to happen  but on the other hand, it is a cool, trendy and desired service as 
we could see it on other markets when it works and all stakeholders are happy. 
This diploma serves as a unite document which reflects everything what have happened so far 
and what hopefully is going to be achieved through it. I will show this thesis to all of the team 
members and people connected with the project to provide them an unique opportunity to 
look at the project from the overall perspective. I will also push the outlined future 
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recommendations about simplifying the system, adding the features in further phases of the 
project, searching for new markets and potential partners within the team and hopefully I will 
get positive and unite feedback about our future steps. 
From the startup point of view, even if you try hard enough you cannot simply change certain 
things. And so the facts, that the project got nearly stopped during the autumn 2012 and that it 
has never generated any revenue, was making the possible analysis or financial indicators 
almost impossible to use.  
All things considered, I am convinced that the project has potential to not even be profitable at 
some point in the future but more importantly – very successful. I make this assumption based 
on my experience and received feedback from people during the times I dedicated to the 
project. An online startup is usually a fairy risky and unsecure business. In our case, a failure 
which can come unexpectedly and mainly because of issues like a lack of cash, a language 
barrier or a loss in among potential competition, I am not afraid. There is still a myth about 
failing in the Czech Republic when it is considered as the worst scenario ever. On the other 
hand in the United States, at least one previous failure is even desired to have. Every startuper 
tells the same thing – that thanks to his first project, he learned as much as never. I cannot 
anything else than to agree because I already work on another project in which I try to avoid 
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Appendix1 - First Co-founder Contract Draft January 2013 




Skill-sharing platform where anyone can teach anyone. 
Date of origin 1.7.2012 
Members 
#1 Zdenek Komenda, 8.4.1987 as a CEO/co-founder and main shareholder holds X % 
#2 Martin Steigl, date of birth as a CTO/co-founder holds X % 
#3 Jan Jilek, date of birth, as a main programmer/co-founder holds X % 
#4 Anna Radko, date of birth, as a community manager holds X % 
Conditions and responsibilities 
1. Each member signs bellow agrees, he will work together within the team and even if 
it is needed he will work independently and pro-actively towards improving the 
current version of the website. He will be coming up with new ideas how to improve 
and make the current version better as fast as possible in terms of time. 
From a principle of being a co-founder, tasks can vary depending on project’s needs. 
That means, all of the members can be asked to work on tasks which are not directly 
connected with their titles (mentioned in the part of ‚Members‘ above). 
2. The right (owning, selling, transferring) of having the project share which each 
member gets, according to this contract, will not be valid until 1 year (X.X.2014) 
after signing this contract. In the meantime to, to get this right the member needs to 
abide by 1. Article. 
3. According to the 2. Article, the time period of 1 year serves as a testing time for all 
shareholders to ensure if all members really work and contribute to the project. 
If any member will not abide by 1. Article then he can lose his right to acquire his 
share of the project after the time period of 1 year. 
  
4. The member’s share of the project allows its owner to receive any profit 
proportionately in size to his share (within the testing 1 year and after). 
5. The member‘s share of the project requires its owner to take part in any costs of the 
project proportionately in size to his share (within the testing 1 year and after). 
6. Each co-founder member has the right to vote (if it is needed) and make decisions 
towards the project proportionately in size to his share. 
7. In case any co-founder member will not follow the articles above, this act can be 
meant as a breach of conditions and responsibilities towards the project and can be 
rejected from the team without any right to financial reward. 
In Brno, 31.1.2013: 
Signatures: Zdenek Komenda, Martin Steigl, Jan Jilek 
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